The purpose of the this is to examine the following main hypothesis:
ity and a minority whose behavioral norms are different from each other, i.e. the power relations between the two are unequal.
(2) the majority reveal their behavioral norm, and hence the minority perceive the pressure of the majority.
the minority change their behavior going alone with the majority's norms. But, we have not found so many studies which focus on the indivisual's intensions when he conforms or not under these situations.
A review of the literature on the subject has revealed the following studies. Harvey & Consalvi (1960) , in an expriment which took place in the training center for juvenile delinquents, ob- (Sub-topic) for the one of lesser importance. M-topic and S-topic in each subject are showen Table 1. MS-condition and SM-condition: We name MS-condition for the condition that the students should discuss the M-topic first and the S-topic next, and name SM-condition for the one that they should discuss in the reverse order. The number of supporters on the latter topic and the conformity on the former topic. Fig.1,  Fig.3 , and Fig.4 Fig.2 . The conformity rate in the part-time job subject Fig.4 . The conformity rate in the term paper subject Table 2 Test of significance of conformity rates on the former topic (McNemar test) it could well be that even if the number of the supporters increases thereafter in the latter topic, the increase of the conformity rate which goes along with it cannot be observed.
The imprtance of the latter topic and conformity on the former topic.
In Upon this, it can be considered that since he intended to conform in view of the expedient development in the number of supporters on the latter topic, the difference of the number of supporters on the latter topic reflected his conformity on the former topic.
As we have seen, neither is one's conformity nor non-conformity the simple phenomenon which is performed through Feed Forward by the number of supporters only, nor is it the kind that is performed under the condition of only importance of the topic. It can be supposed that after one deliberates on the likelihood that his opinion will be adopted among the others, he dexterously makes a choice either that he concedes when he can, or he waits for the right time when situation changes into an expedient one for himself, if he finds it difficut to concede righ away.
Consequently, it can be observed that the number of supporters has larger efficacy with respect to one's conformity on the topic on which his opinion bids fair to be adopted. With regard to the topic on which his opinion is not likely to be adopted, the number of supporters is less efficatious.
The result seen under the SM-ccondition is that even if the topic was an important one to the individual, when the possibility that his opinin would be adopted was scanty, he was ikely to conform irrespective of the number of supporters on the latter topic. This result indicates his tendency to choose to make a unanimous opinion rather than to persist hopelessly. When subjects find any supporters on the latter topic, they recognize that the latter topic has high relevance to the When we classified importance of topics in each subject, we named M-topic for the topic which many students thought more important, which could be known by the previous interview with the students, and S-topic for the other which was otherwise. However, the importance of the topic, basically speaking, should be decidedby each person's cognition, and hence we are in need of further examination on this point.
Summary
The purpose of this study is to examine the hypothesis that under the situation of making decision among a group, when one expects any supporter (s) to his opinion on the latter topic, the tendency that he conforms to others' opinion on the former topic (which we call active conformity) can be observed.
The subjects were four hundred and seven university students. They were made to suppose the situation that each one of them solely had a different opinion from the rest of the members in a group of five. Questionnaires were administered to examine how each individual responds to the pressure by the others to conform.
The following results were yielded,
(1) When any supporters to his opinion on the latter topic can be expected, one comes to have the tendency to concede his opinion on the former topic and to conform to others.
(2) The more the number of the expected supporters to his opinion on the latter topic increases, the higher his conformity to the others' opinion rises.
(3) When the former topic is more important than the latter topic for the subject, his conformity on the former topic is affected by the number of supporters on the latter topic, while when the latter topic is more important, the conformity rate on the former topic maintains a high level irrespective of the number of supporters on the latter topic.
